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G R O WITH THE 
WEST 
There are bountiful returns for those who today 


invest soundly in the rapidly developing West 


To reap a full reward an investor must have sound, practical knowledge: 





and, when it comes to reliable information about the opportunities for 
investment in Western Canada, we, as a large, sound Real Estate House can offer the 


most accurate, up-to-the-day facts on all phases of business. 


We are constantly called upon to arrange investments, mortgages and sub-divisions in this rapidly 
growing area. When, as a wise investor, you plan to grow with the West, we invite you to write 

for authoritative information on revenue properties, office buildings, industrial properties, homes, 
building lots, or sub-division properties. 


Please write: EASTERN DEPARTMENT, Boultbee Sweet & Co. Ltd., 555 Howe Street, Vancouver, B.C. 


BOULTBEE SWEET & COMPANY LID. 


555 HOWE STREET, VANCOUVER, B.C. Phone: PAcific 7221 


28-104 















Here is a storehouse of printed 

advertising from all parts of 
the world. It includes some of the 
finest specimens within the scope 

of the Graphic Arts. 

You will find it worth while to inspect 

this unique collection. Just phone 

or drop us a line. No obligation. 


The Southam Printing Company ht 


19 Duncan Street, Toronto 1. 
Phone EM. 3-4021 


SERVING LEADING ADVERTISERS FOR MORE THAN 75 YEARS 





The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.” —Charles Dickens. 


Capital Available Despite Squeeze 


There is an abundance of available capital for sound real estate 
development despite the current squeeze on credit. In fact, the volume 
of investment in income-producing real estate in the United States and 
Canada is constantly increasing. 


We now appear to be at the dawn of a new public awakening to the 
desirability of real estate as an investment; and as a result, through- 
out the country, brokers are looking for sellers, not buyers. 


The action which the Federal Reserve took this past spring in 
raising re-discount rates, thereby creating a generally tighter credit 
market, has not had the upsetting effects on the real estate market 
which many feared it would. Of course, this change in credit policy has 
affected the term and cost of any mortgage loan, an influence which 
has been a factor in the soft spots which have shown up in the number 
of new housing starts. However, there is a vast difference between 
the availablity of bank credit and the availability of cash which will 
purchase an equity position. 


In spite of all the talk of “tight money” which we hear today, it 
appears that there is an ever increasing amount of equity capital 
available for realty investments where the attraction is strong enough. 
I do not know whether this capital has come from the stock market, 
from savings, from business or from the liquidation of other assets. 
I do know that the fundamental value of real estate is inexorably 
tied to a constantly growing population, a constantly expanding 
economy and a constantly increasing rate of per capita production. I 
also know that so long as these factors prevail the flow of investment 
into all types of income-producing enterprise will not be checked over 
the long haul, regardless of transitory credit restrictions imposed for 
what may or not be our country’s best economic interests. 


Louis J]. Glickman 
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Importance of Training 


By Edwin J. Strachan, Director of Education, T.R.E.B. 


The Directorate of the Board with 
which I am associated consider that 
the education and training of sales 
persons coming into real estate is of 
paramount importance. The _ ob- 
jectives of this training program 
may be stated as: 

(a) The ab initio training of the 

new sales person in the funda- 
mentals of real estate. 


(b) The enlightenment of older 
sales persons on new phases of 
real estate. 


The need for the training of new- 
comers to real estate is obvious. To- 
day our activity is in a field which is 
complex and highly competitive. In 
most areas the training of new sales 
persons falls on the broker or sales 
manager in the office where the sales- 
man is employed. The time and effort 
which must be devoted to this train- 
ing are considerable and an efficient 
real estate sales person can only be 
turned out if someone within the 
organization, which employs him, 
takes this time and effort to give 


him a short intensive course in the 
rudiments of our business. 


It was realized by the Executive 
of The Toronto Real Estate Board 
many years ago that the training 
given to newcomers was of widely 
varying quality and quantity. Some 
new salesmen were more or less left 
to their own devices; in a lush real 
estate market, it was possible to 
make a fairly decent living with a 
minimum or even an absence of any 
knowledge of the professional aspects 
of our business. The voice of the 
order-taker was heard in the land. 
The broker or sales manager had to 
be available at all times for the 
preparation of the Offer to Purchase 
—this is a chore which the order- 
taker considered himself lucky to 
escape. It required a knowledge of 
contracts which he had little inclina- 
tion and usually was given little en- 
couragement to learn. 


Hazy Answers 
The showing of property consisted 
of statements like “This is the living 


room; this is the dining room, and 
this is kitchen’. The _ prospective 
buyers’ legitimate doubts and fears 
were answered in the haziest fashion 
by the salesmen. “Is this a_ solid 
brick house?” “It’s brick on the out- 
side.” “If I buy this house, will the 
kids go to that public school across 
the street?” “Yes, of course.” The 
salesman did not know, and possibly 
did not care, that the house was 
located in East York and the school 
across the street was located in the 
City proper and actually the nearest 
public school for the children was 
located 10 blocks away. 


Importance of First Six Months 
It was a fortunate salesman indeed 
who, when he decided to enter real 
estate, selected a realtor as an em- 
ployer—a realtor who was interested 
in training his employee, introducing 
him to the by-laws of the organiza- 
tion to wihch he belonged and giving 
the new salesman at least the high- 
lights of the Board’s Code of Ethics. 
For we all know that the first six 


REALTY INVESTMENTS 


Tankoos Yarmon Ltd. 


Member of The Real Estate Board of Toronto 


320 BAY ST., TORONTO 


EMpire 3-S5086 





months’ initiation into our business 
puts the stamp on the finished 
product and dictates the type of real 
estate person that we will have for 
the rest of that sales person’s career 
in real estate. ‘The child is father of 
the man”. 


Need for Formal Training 

The need then for some formal 
training to the new recruit was ob- 
vious. Was it the responsibilty of the 
broker, the local real estate board; 
or the licensing authority? When a 
broker hires a new salesman and 
sponsors this salesman in real estate, 
in effect the broker becames partly 
responsible for the actions of the 
salesman. Certainly all the business 
which the salesman does is done in 
the name of the broker with whom 
he is registered. It was obvious that 
of the three interested parties, the 
one who had most at stake in the 


So, the educational program of the 
Toronto Real Estate Board, as we 
know it today, was born. Like all 
great ventures it had small be- 
ginnings. Lectures were presented 
on the listing and evaluating of 
property, showing a property, closing 
a sale. The licensing law, the Board’s 
By-laws, the Code of Ethics, the Co- 
op Rules and Regulations, Commis- 


sions, Charges and Standards of 
Practice were outlined to the 
students. Intensive and _ practical 


training was given in the preparation 
of all standard forms used in real 
estate. From the intial few courses, 
it was seen that the idea was highly 
successful. The training of new- 
comers to our profession was stan- 
dardized; the transition from the 
sales person’s previous employment 
to real estate was facilitated and at 
the conclusion of the training course 
the new sales person fitted smoothly 


“Whose responsibility is it to 


train the new salesman?" 


training of the salesman was the 
broker himself. Forward-looking 
realtors realized that the reputation 
and prestige of their firms lay in the 
hands of the new salesmen. It was 
also realized that the ideal set-up 
would be a standardized course of 
instruction which new sales persons 
employed by realtors could attend. It 
was decided to employ a full-time 
education director to present this 
fundamental training to salesmen. 


DONT FORGET 
TO MAKE YOUR 
PLANS EARLY... 


The 1957 National 
C.A.R.E.B. Conference 
is scheduled for 
October 19 to 24 
in VANCOUVER 


(See details page 12) 
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and efficiently into the sales organi- 
zation. 


Wide Scope of Activities 

The educational program of the 
Toronto Real Estate Board as now 
organized encompasses many ac- 
tivities beyond the intial course in 
the fundamentals of real estate. Top 
real estate operators from Canada 
and the United States are brought to 
Toronto to present one-day Sales 
Clinics; the full tuition requirements 
for the M.A.I. designation, the 
demonstration Case Study Course 
known as Appraisal I, and the Ad- 
vanced Study course known as Ap- 
praisal II—are both presented under 
the sponsorship of the Toronto Real 
Estate Board. Short courses in list- 
ing and appraisal techniques are 
presented from time to time with 
lecturers drawn from the Board 
membership. These are for salesmen 
who for the most part concentrate on 
residential real estate but recently 
a five-day Sales Clinic was held 
dealing with subjects as varied as 
office building management, mort- 
gage financing, percentage leases, 
selling and industrial real estate. The 
attendance at these courses and 
clinics has been remarkable, and 
testifies to the success of the educa- 
tional program of this Board. 


Toronto Board 
Director of Education 
Lectures Regularly 
To New Salesmen 


Sa 


EDWIN J. STRACHAN 


Edwin J. Strachan was appointed 
Director of Education for the Toronto Real 
Estate Board in the fall of 1955. Mr. 
Strachan was born in Scotland, but 
was brought to Canada at an early age. 


He entered the real estate business with 
his uncle Andrew B. Law, J.P., in 1933, 
operating in residential and land sales in 
the York Township, North York area. 


He served overseas with the Canadian 
Army from 1939 until 1946, as a warrant 
officer. After the war he returned to real 
estate in Toronto with the same firm, 
which he took over in 1949 and operated 
successfully until 1955. During this year he 
spent five months abroad. On his return to 
Canada he accepted his present position. 


While overseas with the Canadian 
Army he suceeded in passing the inter- 
mediate B.Sc. degree of the University of 
London in economics. He is a candidate 
for the M.A.L. designation of the A.I.R.- 
E.A. He is a member of the Appraisal 
Institute of Canada. He lectures on ap- 
praisal for University Extension, University 
of Toronto. 


He is the author of the Brokerage 
Lectures for the Canadian Institute of 
Realtors correspondence course; he writes 
a weekly column on Realty Facts for the 
Toronto Real Estate Board "Listings". 


He is the only full time Director of 
Education in North America employed by 
a local real estate board. He regularly 
lectures to classes of new salesmen in To- 
ronto and other centres throughout On- 
tario. 











CO-OP REPORT 


April Sales Hit Record 


Total $28 Million 


As we suggested they might last 
month, co-op sales for April are “over 
the top” of our graph, having reach- 
ed a mighty total of $27,979,558, five 
and a half million dollars ahead of 
the $2242 million recorded for the 
month of April last year, and one and 
a half million ahead of the previous 
month this year March. 

Listings, and listings sold were 
also record figures. Of the 6,000 odd 
listings for the month of April about 
35 per cent, or 2,200 were sold. 

Two new boards were welcomed to 
the listings statistics schedules this 
month. They are Nanaimo County 
and Brandon. 

There were few changes in the 
positions of the major boards. To- 
ronto, Hamilton and Vancouver still 
lead the field, in that order. Ottawa, 
however has moved up one place 
from last month ahead of Calgary 
for the fourth place. Montreal has 
moved up one place to edge out 
Winnipeg for the sixth position. 


operations 


country. 


30 
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Phil Seagrove, better known 
as “Mr. Co-op", with the 
comparative review of co-op 
across the 
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Total Sales in 1956, by months. 
Total Sales in 1957, by months. 





LETTERS TO THE EDITOR: 


“Realtor” Welcomed 
Down Under 

Editor, 

Canadian Realtor, 

Dear Sir: 

The real estate institute of N.S.W. 
has kindly made available to me your 
December, 1956, issue of the Realtor. 

I am so impressed with it that I 
am desirous of becoming a regular 
subscriber to your paper. 

Kindly advise me the amount of 
money in Australian currency you 
require for anual subscription and 
how you require it to be submitted. 

Yours faithfully, 
G. J. Fitzpatrick, 
Wagga Wagga, N.S.W. 
Editor’s Note: Reader Fitzpatrick 
has been advised that we'll be glad 
to send copies of the “Realtor” 
down under, to him and to any other 
real estate men who may be in- 
terested in getting the magazine 
regularly. Other Australian readers 
are advised that a money order to 
the value of $5 (Canadian) costing 
about 2 pounds 10 shillings Austra- 
lian should be sent with each order 
for a subscription, and should be 
made payable to the Canadian 
Association of Real Estate Boards, 
1883 Yonge Street, Toronto, Ont. 


Shows Interest In New Camera 
Editor, 

Canadian Realtor, 

Dear Sir: 

I note with interest on page six of 
the April issue of the Realtor, in re- 
spect to the article “Aid Sales with 
Picture-in-a-Minute Cameras”. 

I think it would be an excellent 
idea if someone would outline more 
specifically who manufactures these 
cameras, and if necessary put a pic- 
ture of same in the next issue. Plenty 
of Realtors throughout Canada, may 
not be aware of how they may pro- 
cure a_ picture-in-minute camera. 

Thanking you for having the op- 
portunity of making this suggestion, 

Yours very truly, 
George N. Westbrook, 
Realtor and Appraiser, 
Hamilton, Ont. 


Editor’s Note: If reader Westbrook 
turns to page 26 of the April issue 
he will see an advertisement which 
details the models and operation of 
The Polaroid Land ‘“Picture-in-a- 
Minute” Camera. Also mentioned 
in the advertisement are the names 
of two Toronto camera dealers who 
are distributors for the cameras 
across Canada. 


Most reliable photographic stores 
carry models of the Polaroid 
camera, or will order them for 
prospective purchasers. As the ad- 
vertisement mentions, prices start 
at about $88. 




























New Co-Operative 
Apartments Opened 


Our cover photo shows the new co- 
operative apartment block at 185 Cres- 
cent Road in Rosedale, Toronto, which was 
opened on June 4th. It is one of several 
new co-operative apartment buildings in 
the city of Toronto, for which the realty 
firm of Shortill and Hodgkins are rental 
agents. 

It contains 46 suites ranging in price 
from $14,500 to $21,000. Suites have 
from one to three bedrooms. Purchase 
price includes electric stove, refrigerator 
and electrical fixtures. Also included is 
a percentage of all communal parts of the 
building as well as the heating system. 
Located under the building is a garage 
which contains space for a car for each 
apartment. 

When paid up, the apartment owne- 
pays only about $35 a month for all ser- 
vices such as heating, taxes and so on. 
Upkeep is about a third of that of a house, 
without the attendant responsibilities. 
Operation is achieved through the man- 
agement and this is paid for out of the 
monthly upkeep costs and the owners 
through a board of directors appointed 
by themselves, which rules on all questions 
of future sales and subrentals. 
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APPRAISAL 
SECTION 







Your Appraisal Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
He has also successfully completed the 
Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 
Mortgage Department of Shortill & Hodgkins Ltd., 


For What It's Worth 


School. 



















Toronto. 








J. 1. STEWART 
M.A.I., A.A.C.I., 
S.R.A. 





An Appraiser-Realtor Writes 


Of Life as “Country Cousin” 


By Lloyd Found 


“Dear Editor: 


You have asked us to give our impressions of how it 
feels to be an “Individual Realtor, Appraiser’ or the dis- 
advantages in being a “Country Cousin”, or SOME- 
THING! Just write! The appraisal of Real Estate being 
such an “inexact science’ and so highly argumentative, 
the “country boy’s” opinion might be interesting at that. 
One thing is sure, we have opinions that differ at times 
from those developed over a period of chaotic years 
along Bay Street. The old adage about the “Country boy 
in the City” is probably only surpassed by the one about 
the “City boy in the Country”. 


Tough Nuts for City Appraisers 

As I learn more about this “inexact science’ I feel 
sorrier and sorrier for the city appraiser who sets himself 
out as an expert on farms, wood lots or summer dwell- 
ings, etc. It becomes obvious that it is tough to concede 


AN APPRAISER-REALTOR WRITES 


This article continues the current series which has as its purpose 
an explanation of the different types of appraisal organizations 
which can be set up by the Appraiser or the Realtor. 


Lloyd Found practices in Lindsay, Ontario, a town of about 
10,000 population, situated about 70 miles northeast of Toronto. 
He has operated his own Real Estate firm for many years. His 
interests have always been in increasing the professional status of 
the real estate industry and to this end he himself has taken ad- 
vantage of all available opportunities to increase his knowledge. 
He received the M.A.I. designation in 1956 as well as the A.A.C.I. 
and is also Senior Member of the Society of Residential Apprai- 
sers. Mr. Found has an active and varied appraisal practice and 
engages in a considerable amount of proceedings in Eminent 
Domain; he is well qualified to write on his present topic. 





that there is an abundance of land within 100 miles of 
Toronto worth less than $25 per acre on the open market. 
It’s equally tough to reconcile serviced residential lots at 
$500 each or summer cottages built for $3.50 per square 
foot. There’s also the phenomena of good 100 acre farms 
with lovely brick homes, and hip roof barns built to 
handle 100 cattle selling as a parcel for $10,000 to $20,000. 
Yes, there’s lots of it and many sell for less. Few sell for 
more. Recently we've had occasion to appraise a farm 
close to a town of 10,000 people. (The Department of 
Highways seem to think they need it). An extensive 
survey shows that in the past three years, the “highest” 
price paid within five miles of the town for 100 acres was 
$22,000. The embarrassing thing is that a city appraiser 
is maintaining it is worth $30,000. I wish he'd sell all our 
listings! Don’t take this as personal though, fellows, since 
we too are accused of being too high on some and low 
on others, in both rural and metropolitan areas. As long 
as our job is to interpret “what is in the minds of men” 
there'll always be arguments. 


Appraiser Is Jack-Of-All-Trades 

An appraiser should be an architect, engineer, builder, 
plumber, electrician, accountant, farmer, labourer and 
many other things including having a complete know- 
ledge of psychiatry even to begin appraising. He should 
have the mind of a lawyer, the strength of Samson and 
the memory of the proverbial elephant to be just fair at 
it. And then with all these qualifications, and more, he 
must be able to write like Gregory Clark and have the 
conceit of a game cock to stay at it for any length of 
time. I can’t remember the exact words used by “Uncle 
Dave Montana”, but they express the belief that “if you 
ever get really good at appraising Real Estate, you 
probably won't live long enough to prove that you are”. 


Casualties seem to be heavy in this quest for the truth, 
and ulcers larger than fees. 


This article is written because Tom Hart is no longer 
available. Because I had talked to him along these lines 
a short while ago, I can’t help but wonder just how 
many lives have been cut short like his in search of such 
things as, “Highest and Best Use’, “Value to the Owner” 
and “How High Is Up”. 


The quest is on and we who would aspire to know- 
ledge must pay the price. There’s the delight in a report 
well written, the arbitration won and the constant 
challenge to know more and more about real estate. 
There grows within an appraiser a compelling force to 
seek out new horizons and solve the insolvable. The value 
of a “daylight corner” or pulpwood in Trenton may be 
the problem; but on we go searching, asking, creating 
hypothetical buildings, and tearing down others, all to 
interpret what prudent people would do, or to find out 
why imprudent people have already done it. 


I envy not the appraiser who has never planted a tree, 
milked a cow or ploughed a field, or built roads, cut logs 
or closed the sale of a $100 lot. Or one who has never 
known the fear of hunger within a land of plenty. The 
first time this appraiser ever set foot in a University was 
to attend Appraisal Course Part One. Since then, he’s 
put his mind to a lot more book learning, but the greatest 
lesson of all were learned in the thirty-five years before, 
that the world knocked the H--- out of him and success 
was often marked by the survival of the fittest. When 
picking tobacco in the ’thirties it was never dreamed 
that there’d be higher fees for one day’s work than for 
two weeks then. 


Life Is Never Dull 

Well, fellows, I’ve rambled on a bit from the small 
town of Lindsay and mostly, I presume it is amusing. 
However, we don’t find life too boring. We enjoy the city 
for about two days at a time, if only to see the frustra- 
tion on the faces of our friends there. You may wonder 
what we do for work or play. Well, right now, our im- 
mediate problems are; the value of commercial land in 
Etobicoke Township; lakeshore lots at Adolphustown, 
where the United Empire Loyalists landed; green-houses 
at Port Hope; land adjoining the dump in Orillia; resorts 
at Dorset; service stations at Hamilton and many others 
I can’t bear to think about yet. 


We own our office, house, cottage, car and can write 
a cheque. We have five men working like blazes and two 
pretty stenographers who both type. We spend an average 
of two days a week working as a town councillor or for 
the Chamber of Commerce. We sell dozens of homes, 
summer cottages and farms. We have directors’ meetings 
for both private and public corporations, not to mention 
service clubs and going to Church. Oh yes, from when 
leaving the office, we can be in our boat and fishing in 
twenty minutes. Sound good? Then this will floor you. 


We charge higher fees for appraisals than most any 
other people we know in Ontario and there is so much 
work piled up ahead that we don’t know when to say we 
can take on another assignment. But we still can’t find 
an explanation for the wife and three kids who wonder 
why we're at the office Sunday afternoon writing this 
this instead of taking them for a drive. You, my bachelor 
editor, cannot be expected to understand, but maybe 
someone reading this will. 

So long, 


Lloyd Found.” 


CANADIAN REALTOR—JUNE, 1957 


Photo-Tips 
For Your Summer Vacation 


Taking your camera on your summer vacation? Here 
are some tips to help you get the best out of the summer 
picture-taking opportunities: 

Atmospheric quality—smoke, haze, fog—will often 
inject emotional appeal into the most ordinary scenes. In 
distant views, haze intensifies the feeling of distance— 
adds depth and “third dimension”. 


* * * 
Curved lines lend grace to a picture; diagonal lines 
tend to be exciting and active; powerful contrasts of 
size, tend to add drama and interest. 


To show groups of people in action, a high viewpoint is 
generally best. This applies especially to sports action. 
When you're high up, the action spreads out below like 
a map—and your pictures clearly reveal what was 
happening. 

There’s often nothing better for a close-up indoor 
head-and-shoulder shot than a good solid background. 
You might pose your subject in the doorway of a 
darkened room or you could stretch a piece of black felt 
on a frame and place it about 18 inches behind the 
subject. 

Almost everyone’s golf game can stand improvement, 
but the big problem for the golfer is to discover his faults 
so they can be corrected. The answer to this is simple. 
Use home movies to record every movement—from 
backswing to follow-through. Movies catch the small 


flaws in stance or swing and you can detect your faults 
on film. 


(One Of A Series For Realtors) 


¢ Your Advertising 


LONG 
OR SHORT? 


Reader interest in your advertising is maintain- 
ed not by the size of your copy but by the 
information obtained from it. Readers like 
facts, long or short, to help them in their buy- 
ing decisions. 


The long and short of how Realtors obtain 
maximum advertising results is their preference 
for Toronto Daily Star Classified Advertising. 
The Star publishes more real estate advertising 
than both other Toronto newspapers combined. 


Toronto Daily Star 











From the C.A.R.E.B. President 


MID TERM REPORT 
SHOWS ASSOCIATION ACTIVE 


In my first report as your President 
which appeared in the March issue of 
the Canadian Realtor, I referred to 
committee appointed by the Associa- 
tion and the Committee Chairmen. I 
am now very pleased indeed to report 
on the excellent progress being made 
by the C.A.R.E.B. Committees and re- 
ported at the Mid-Term Conference. 


The Mid-Term Conference of the 
Association was held in the City of 
Toronto at the Royal York Hotel. 
May 6th and 7th, 1957. It was the 
third such annual Mid-Term Con- 
ference and I believe the most 
successful. Of a possible thirty-two 
members, 26 members were in at- 
tendance representing every part of 
Canada from Halifax to Victoria. 


The purpose of the Conference 
was to review the progress made 
since the beginning of the year, con- 
solidate the work accomplished and 
complete and implement the pro- 
grammes adopted for 1957. Here are 
some of the highlights. 


Future Conferences 

The delegates reviewed invitations 
from various real estate boards re- 
garding future conferences of the 
Association. Invitations were accept- 
ed from the Toronto Real Estate 
Board to hold the annual conference 
in the city of Toronto in 1960 and 
from the Calgary Real Estate Board 
to hold the annual conference at the 
Banff Springs Hotel in 1961. As a 
reminder, the conference this year 
will be held in Vancouver and in 1958 
the Association will visit the city of 
Montreal at the new Queen Elizabeth 
Hotel. In 1959 the Association Con- 
ference will be in Saskatoon. 
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By J. S. Stevenson 





J. S. Stevenson 
President C.A.R.E.B. 


Board Visits by Officers 

The officers of the Association have 
undertaken to visit many of the 
Member Boards from coast to coast 
during the months of May and June. 

Vice-President Murray Bosley will 
visit some nine real estate boards in 
the eastern part of Canada during 
the first two weeks of June and Vice- 
President D. H. Koyl has recently 
made a visit to a further 10 real 
estate boards throughout South- 
Western Ontario. 

I had the privilege of visiting the 
London Real Estate Board and the 
Windsor Real Estate Board im- 
mediately following the Mid-Term 
Conference and will be visiting many 
of the boards in Western Canada 
during the month of June. 


To Get New Headquarters 

On the day preceding the Mid- 
Term Conference, representatives of 
both the Ontario and Canadian Asso- 
ciations met and decided to jointly 


operate their own _ office  head- 


quarters. 

A separate committee was ap- 
pointed to start work on obtaining 
new office headquarters for the 
Association and I expect very shortly 
you will be advised of the new 
address of the Association offices 
which will be located in the city of 
Toronto. 


The need for our own separate 
office was made necessary as the 
Associations have grown fantastically 
in the last few years and additional 
space and staff is required to adequa- 
tely carry out the functions of the 
Associations. 


Organization 

The Dominion Wide Committee, 
under the Chairmanship of Past- 
President Jack Weber, have for the 
past few months been looking into 
our whole organizational set-up with 
a view to making improvements. 
This matter was very thoroughly dis- 
cussed at the Mid-Term Conference 
and certain recommendations have 
been made by the Committee for 
further comprehensive study and it is 
quite probable that, at the Annual 
Meeting in Vancouver, some far 
reaching ideas may be submitted to 
the membership for its approval with 
the purpose of constituting all orga- 
nized real estate into a closer knit 
national entity. 


Annual Conference - Vancouver 

The members in attendance at the 
Mid-Term Conference discussed in 
great detail the activities planned for 
the C.A.R.E.B. Annual Conference in 
Vancouver. 


Mr. J. F. Kelly, Conference Com- 
mittee Chairman, was present at the 


Progress made on all fronts: mid-term conference discusses scholarships, 


organization, new headquarters, public relations, annual conference 


meeting and outlined an excellent 
program which will certainly be of 
interest to all members of the Asso- 
ciation from coast to coast. 


Once again the annual conference 
of the Association will contain some 
very big names in the field of 
organized real estate and the Van- 
couver Committee have arranged for 
top flight speakers on Real Estate 
and its allied topics. The program 
will contain the customary round 
tables and panel sessions which 
proved to be so interesting to the 
delegates in the past. 


I would urge you to plan now to 
attend the Annual Confernce in Van- 
couver. The dates are October 20th 
to 23rd inclusive. This will be the 
largest annual conference in the 
Association’s history as we expect 
some 1,000 delegates in Vancouver. 


Elsewhere in this issue’ there 
appears a registration form, and 
while there is excellent hotel accom- 
modation in Vancouver, in view of 
the anticipated size of the Conven- 
tion, I would still urgently recom- 


LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET .. . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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mend you to make your reservations 
as soon as possible; so please com- 
plete your registration form and mail 
it at the earliest possible date. 


Canadian Realtor 

Mr. E. J. Oliver, Chairman of the 
Canadian Realtor reported that some 
7,400 copies of the Realtor were 
being forwarded each month to 
members of organized real estate. 
The Realtor now publishes an article 
in French, quarterly and _ reports 
monthly on appraisal, co-operative 
listings and public relations, while 
the provinces of Saskatchewan, Al- 
berta and Ontario maintain pro- 
vincial sections in the publication. 


Historical Committee 

Mr. Don Koyl, Chairman of the 
Historical Committee, has worked 
very diligently over the past year and 
a half, gathering old records of the 
Association since its inception in 
1943. He reported that his committee 
has arranged to have the history of 
the association written by profession- 
als and it is hoped that this history 
will be completed by the time of the 
Annual Conference. 


Co-Operative Listing Committee 

Mr. Phil Seagrove of Hamilton 
has given this committee excellent 
leadership over the past two years. 
At the present time, there are 36 
boards operating a co-operative list- 
ing system. 


The figures as of March 31st in- 
dicate a 30.6 per cent increase in 
gross co-op sales over the first 3 
months of 1956, while the percentage 
of listing to sales continues on much 


the same level with 34 per cent in 
1956 and 33 per cent in 1957. 


On the basis of the information we 
had available at the time of the mid- 
term conference, Mr. Seagrove pre- 
dicts some 325 million dollars gross 
co-op sales for the year 1957. 


Public Relations Committee 

Mr. Murray Bosley, the Chairman 
of this committee, has been meeting 
monthly with the committee mem- 
bers, recommending, reviewing and 
approving all releases prepared by 
the Association’s public relations 
counsel. 


No doubt, many are aware of the 
efforts of the public relations com- 
mittee as each month, releases are 
sent to all local newspapers and this 
program appears successful to date. 


Scholarship Committee 

The Scholarship Committee under 
the Chairmanship of Mr. Aubrey 
Edwards with Mr. Clair Cote, Ken- 
nett Lyle and Ivan Robinson as 
members has done a terrific job 
dealing with the resolution submitted 
at the Halifax Conference regarding 
the awarding of a scholarship. 


The Committee report was _ re- 
viewed in great detail and eventually 
submitted to the Finance Committee 
for their review. When the Finance 
Committee has dealt with this 
matter, a general statement will be 
issued to all members through the 
Canadian Realtor. 


In concluding this report, I would 
just once again mention that I have 
only dealt with the highlights of the 
mid-term conference. The limited 
space in the magazine has made this 
necessary. 


ATTENTION ONTARIO MEMBERS 
Assistant Executive Secretary O.A.R.E.B. 


Recently your Association Executive approved the employ- 
ment of an assistant executive secretary. Age 25-40. Salary 
$4,000 to $5,500 per year, commensurate with experience. 


Experience in administration helpful but not necessary. 
Application should contain complete personal and employ- 
ment history. All replies will be held in strict confidence. 
Replies should be sent to: H. W. Follows, Executive Sec- 
retary, Ontario Association of Real Estate Boards, 1883 


Yonge St., Toronto. 











CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


14th Annual Conference, 1957 


Sunday, Monday, Tuesday, Wednesday . . . October 21 to 23 


Hotel Vancouver, Vancouver, B.C. 


REGISTRATION FEE 


Brokers, Salesmen, 


and Salesladies $45 
Wives and Guests $30 
Daily Registration $15 
You'll be able to enjoy the 1957 C.A.R.E.B. convention in 


Vancouver if you know that the hotel space you want is all ar- 
ranged. And the best way to do that is to register now. This 
will be the biggest convention in the Association's history. Not 


Registration fee includes everything, all business sessions, 
all luncheons, all receptions, all dinners, final banquet, 
and entertainment. 


Cheques should be made payable to: Canadian Association of 
Real Estate Boards. 


come first served basis. In order to obtain the hotel accom- 
modation of your choice, review the hotel rates outlined below, 
make your selection and REGISTER TODAY. If possible fill 
out the form completely, not omitting the time of your arrival 


all delegates will be able to register in the Conference hotel. 


so your room can be ready when you want it. 
Reservations in the Hotel Vancouver will be granted on a first 


CONFERENCE HOTEL ACCOMMODATION 


HOTEL NO. OF ROOMS SINGLE DOUBLE SUITES DOUBLE RATE KITCHEN 
Hotel Vancouver so. ~~ $8.50 - $11.00 $12.00 - $15.00 a $22.50 to $30.00 _ 
Hotel Georgia 50 $10.50 $11.00 3 | $23.50 o 
Devonshire Hotel 37 $9.50 - $10.00 $10.50 - $11.50 2 $11.50 plus $5 extra 
per person _ 
Ritz Hotel = — = 2 _ Yes 
" Hotel Grosvenor 45 $4.50 - $7.50 $7.50 -- _ 
~ York Hotel aes 25 | $6.00 - - _ = 
~ Burrard Motel 30 $7.00 - $8.00 $10.00 - $12.00 _ | _ 
" Kamlo Motel | “aan _ _ 5 $12.00 Yes 
~ Sylvia Hotel 30 $8.00 - $10.00 $8.00 5 $15.00 up = 


The Georgia, Devonshire and Ritz Hotels are all less than one block from the Hotel Vancouver. The Grosvenor and York Hotels and the Bur- 
rard Motel are less than two blocks; whereas, the Kamlo and the Sylvia are not within walking distance. 


ee rw we eee 
C.A.R.E.B.'s 14th ANNUAL CONVENTION, OCTOBER 21-23, 1957, VANCOUVER, B.C. 
TO: Registration Chairman, 
Vancouver Real Estate Board, 883 Howe St., Vancouver ,B.C. 

| plan to attend the conference, and enclose my cheque for $ to cover the registration fee. It is understood that in the 
event | am unable to attend, this advance will be refunded to me, provided | advise you before October 10, 1957. 
NAME anne 

(Broker, Salesman, Guest) 

CITY & PROV. 

| am a member of the Board. 


Hotel (Ist choice) Accommodation required 


(2nd choice) Accommodation required 


Arrival date and time Departure date and time 


Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME WIFE'S NAME 
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| ADDRESS | 
| | 
| | 
| | 
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| | 
| | 
| | 
| | 
| | 
| I 





For our Quebec readers, we present an article in French condensed from a talk given 
at a recent meeting of the Quebec Real Estate Board, by Mr. Clement Renaud, 
S.R.A., former director of the Quebec Real Estate Board, immediate past 
president of the Society of Residential Appraisers, Quebec Chapter, 


and independent appraiser. 


Propos actuels dimmeuble 


Le titre de cette courte causerie 
est d’inspiration subite, mais les pro- 
pos sont d’une actualité qui courre 
depuis déja quelques semaines et 
méme dans certains cas depuis quel- 
ques mois. 

Depuis quelques temps j'ai fait de 
sérieuses reflexions qui ont trait a 
l’immeuble en général et aussi parti- 
culierement a la finance immobiliére, 
le marché local et la position d’un 
agent d’immeuble auprés du public et 
devant la cour. 

Coincidence heureuse, je peux au- 
jourd’hui vous exposer a haute voix 
ces propos ou réfiexions. Je ne saur- 
ais prétendre répondre a tous ces 
points d’interrogation mais je voud- 
rais tout de méme vous faire part- 
ager, peut-étre mon appréhension, 
peut-étre avoir le concours commun 
soit pour en tirer des conclusions, soit 
pour connaitre la diversité des opin- 
ions ou encore éveiller votre atten- 
tion. 


Besoin de la solidarité 

J’ai confiance ici de rencontrer un 
groupe de confréres que je voudrais 
aider et alternativement attendre 
d’eux leur support et leur aide. Je 
crois sincérement que notre groupe- 
ment a besoin d’une plus grande 
solidarité, d’une meilleure répresenta- 
tion et compréhension auprés du pub- 
lic québecquois. Mes observations 
sont strictement constructives et au- 
cunement améres. Mon intention est 
essentiellement de fouetter votre am- 
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Par Clement Renaud 


bition et curiosité afin d’aider vos 
concitoyens clients d’une facon plus 
efficace et avec une compétence tou- 
jours plus grande. 

Dans des temps ou l’on parle de 
corporations fermées licence, droits, 
etc., je crois qu’un franc examen de 
conscience s’impose. Je conviens avec 
vous tous qu’il faudra un jour délimi- 
ter les exigences et débuter la pro- 
fession fermée aprés un inventaire qui 
ne relévera peut-étre pas une qualité 
idéale de membres, mais au moins un 
noyau, des principes et des connais- 
sances. A mon avis ce moment tant 
désiré n’est pas encore venu d’obtenir 
une charte fermée, je le souhaiterais 
personnellement, mais je considére 
que nous manquons de maturité et de 
confiance publique. Il est bien de 
faire des critiques mais il est aussi 
préférable de faire des suggestions 
constructives qui peuvent aider a 
solutionner notre probléme. Je crois 
sincérement que notre groupement se 
développera beaucoup plus vite avec 
une bonne publicité, il faut vendre 
lidée de la chambre d’immeuble de 
Québec. Faire connaitre son nom 
davantage, plus et encore plus. Il faut 
convaincre toute la populace que la 
chambre existe, est bien vivante, rép- 
resentative, et que le groupement de 
ses membres est le seul et le meilleur. 
Je crois qu’un mandat de la chambre 
est de se faire connaitre par tous les 
bons moyens; répititions, et encore 
répititions dans les journaux des faits 
et gestes de l’organization, sa répre- 


sentation auprés des corps politiques, 
ses suggestions dans les questions 
populaire d’immeuble, des séries de 
chronique d’immeuble dans les jour- 
naux, revues, périodiques, etc., les 
causeries d’immeuble auprés d’autres 
associations ou groupements. II faut 
a tout prix mettre en éveil notre nom 
et notre importance, prendre avan- 
tage de la valeur du groupe. 


Accord parfait 

Tant qu’au membre il doit com- 
munier, étre en accord parfait d’idée, 
de principes, de sentiment et de soli- 
darité avec ses confréres qui sont le 
groupement méme. Il faut mettre 
l’égoisme de cété et collaborer dans 
une juste mesure avec les autres mem- 
bres, sans l’égoisme de coté et col- 
laborer dans une juste mesure avec 
les autres membres, sans dévoiler vos 
secrets d’affaire, échanger vos idéas, 
votre expérience et vos connais- 
sances. A mon humble avis il est 
petit de penser que plus on gardera 
notre expérience et nos connaissances 
pour nous-mémes, plus on aura de 
succés dans nos affaires personnelles. 
Plus, peut-étre que n’importe quelle 
association, nous avons besoin d’une 
émancipation considérable et cette 
émancipation ou amélioration du 
groupe sera automatiquement 4 |’a- 
vantage individuel. Vous pouvez étre 
convaincus que le grande et bonne 
réputation d’un seul ou quelques 
membres seulement de notre groupe 
sera a l’avantage de tous sans étre 
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“L’etude de l'immeuble en general et dans toutes ces phases s impose. Plus on se verse dans cette matiere 
plus on realise que les connaissances a acquerir dans ce domaine son inepuisables.” 


nécessairement au détriment de ce ou 
de ces membres remarquables. Sou- 
haiter que vous compétiteurs soient 
meilleurs que vous et plus prospéres 
et je suis sur qu’indirectement ils 
vous aideront 4 améliorer votre pro- 
pre sort. Ces as contriburont au 
succés de la chambre, lui donneront 
plus d’intégrité, de prestige, et de 
confiance. Ils raviveront vos ambi- 
tions et leurs succés vous feront pen- 
ser, étudier, observer pour améliorer 
vos facons de procéder et monter plus 
haut. 

Croyez-moi on n’apprend rien de 
homme médiocre, mais 1]’élite nous 
fait avancer et nous donne parfois des 
révélations qui peuvent, nous aussi, 
nous faire monter l’échelon. 

Il faut réaliser le fait qu’un bon 
agent d’immeuble, ou courtier, évalu- 
ateur ou expert est un individu in- 
dispensable dans notre société éco- 
nomique. Il faut done se mettre a 
la hauteur de la situation, remplir 
son devoir de citoyen pour donner un 
service toujours meilleur a la société 
dont il fait partie et obtenir sa pleine 
confiance, tel que le fait le bon méde- 
cin, le bon comptable, le boucher pro- 
gressif ou n’importe lequel individu 
qui donne n’importe lequel bon ser- 
vice. 


L'effort Personnel 

L’effort personnel y va de soi, 
l’expérience ou le temps n’est pas le 
seul élément de succés. L’étude de 
l’immeuble en général et dans toute 
ses phases s’impose. Plus on se verse 
dans cette matiére plus on réalise 
que les connaissances a acquérir dans 
ce domaine sont inépuisables. 

L’immeuble est plus qu’un lopin de 
terre, de la brique et du motier. II 
vous faut connaitre des foules et des 
foules de choses. Sans étre néces- 
sairement un professionel ou un ex- 
pert dans chaque matiére il vous faut 
des rudiments de presque toutes les 
professions ou méme occupations. II 
faut connaitre par example |’archi- 
tecture, la construction, la qualité du 
sol, la décoration intérieure, ]’effica- 
cité d’un plan pour un famile moyen- 
ne ou trés a l’aise, la loi, les moeurs 
d’un district, les standards ou normes 
pour une usine fabricant un certain 
produit, l’urbanisme, son influence, les 
intéréts des bons des gouvernements, 
la valeur et l’intérét que procurent 
des parts communes d’une certaine 
compagnie, etc., etc. Vous ne pourrez 
jamais étre des experts dans chacun 
de ces domaines, mais rien ne vous 
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empéchera de consulter un expert en 
architecture si le probléme s’impose 
ou d’obtenir l’opinion d'un comptable 
a savoir s'il est préférable pour votre 
client d’acheter les parts d’une com- 
pagnie d’immeuble ou ]’immeuble lui- 
méme. 


Regler les Problemes 

Ce n’est pas l’ouvrage d’un bon in- 
génieur ou d’un bon architecte, a 
moins qu'il ne s’intéresse activement 
a l’immeuble proprement dit, de rég- 
ler les problémes d’immeuble. C’est 
logiquement et essentiellement au 
courtier que revient ce travail. 

Le 30 janvier 1957, un journal local 
faisait le reportage d’une conférence 
donnée par un .comptable. Le con- 
férencier gratifiait 4 sa profession 
le privileges ou capacités dans le 
domaine de l’évaluation de la pro- 
priété et les conseils en matiére d’im- 
pots de diverses natures. Cette der- 
niére attribution semble bien raison- 
nable et en termes généraux j’abonde 
que le domaine de l’impodt ressort 
beaucoup plus du comptable agrée 
que du courtier ou évaluateur d’im- 
meuble. 

Mais 1a s’arréte ses prérogatives, 
quand il s’avance “a définir’” d’aprés 
lui ou bien d’estimer, la valeur au 
point de vue économique. II suggére 
“la préparation de bilans ‘parfois’’ 
comparatifs pour une période d’année 
afin d’établir une tendance dans les 
évaluations et dans le rendement de 
la propriété. I] s’enquéra des ventes 
comparatives dans l’endroit ou se 
situe cette propriété et il fera des 
hypothéses pour en arriver a des 
points de comparaisons qui lui aider- 
ont a fixer un prix.” 


Les Bilans 

Dresser les bilans est certainement 
le travail du comptable et je suis con- 
vaincu qu’aucun courtier ou évalua- 
teur s’imposera dans ce domaine ou 
tentera d’empiéter dans cette pro- 
fession. Les bilans sont le passé de la 
propriété, dans bien des cas les chiffres 
peuvent dévoiler des renseignements 
intéressants et indispensables parti- 
culiérement en ce qui a trait a l’ad- 
ministration de la propriété. Est-ce 
que l’opérateur ou propriétaire avait 
réellement les qualités requises pour 
une saine et économique administra- 
tion? Etait-il au courant de la valeur 
locative? Etait-il conscient que la 
propriété était employée pour le meil- 
leur usage et par conséquent rap- 
portait-elle le rendement maximum? 


Etait-il justifié de faire certaines dé- 
penses capital? L’assurance était-elle 
adéquate? Est-ce que la juste dose 
des dépenses d’entretien et répara- 
tions a été rencontrée? les dépenses 
peuvent avoir été luxueuses ou par- 
cimonieuses. Tout évaluateur averti 
trouvera donc strictement l’historique 
de la propriété. I] s’apercevra que la 
dépréciation des livres ne lui est d’au- 
cune utilité, que les items de comp- 
tabilité doivent étre réajustés pour 
donner le passé et l’évaluation doit 
étre faite aujourd’hui en rapport avec 
l'avenir principalement. L’eau passée 
ne compte pas, c’est celle 4 venir qui 
doit étre considérée. Le travail ne fait 
seulement que débuter dans l’appré- 
ciation de la propriété. Le comptable 
a-t-il réellement l’expérience a ce 
stage? Il compte ensuite ‘“établir” 
une tendance dans le rendement de la 
propriété. Il doit vouloir choisir le 
taux de capitalisation. Sans doute 
le taux de dépréciation suivra, mais 
comment l’arrétera-t-il? A-t-il l’ex- 
périence de la construction, du dyna- 
misme du marché de l’immeuble, des 
tendances de l’offre et la demande, 
du marché hypothécaire? Sait-il que 
comparativement la méme structure 
dans un quartier aura un taux de 7% 
et dans un autre quartier 9%. 


Points de comparaison 

Il promet ensuite de s’enquérir des 
ventes comparatives dans l’endroit ot 
se situe cette propriété. Sait-il judi- 
cieusement traiter les ventes com- 
paratives? 

Il conclut qu’il fera des hypothéses 
pour en arriver a des points de com- 
paraison qui lui aideront a “fixer” un 
prix. Non monsieur, ]l’évaluateur ne 
doit pas faire d’hypothéses pour es- 
timer une propriété batie. Il devra 
plutot justifier ses avances. L’hypo- 
thése est un outil dan le cas d’exploi- 
tation autre que celle existante. 

On ne devient pas un expert en 
lisant un traité, l’interprétation et 
l’expérience font l’expert. 

De plus les approches classiques de 
l’évaluation; la valeur du marché, la 
valeur de remplacement dépréciée, la 
valeur économique ne sont que des 
outils qui doivant étre maniés avec 
expérience, jugement et habilité. Un 
plombier avec un coffre d'outils de 
menuisier ne fera certainement pas, 
le méme oOuvrage qu’un menuisier 
habile. 

Il est certe bon que les comptables, 
ingénieurs, architectes, avocats, hom- 
mes d'affaires, etc., se renseignent 


sur l’évaluation, car le niveau intel- 
lectuel dans ce domaine est malheur- 
eusement beaucoup trop bas. Plus il 
apprendront, plus ils se renderont 
compte que n’importe qui ne peut de- 
venir courtier d’immeuble ou évalua- 
teur du jour au lendemain. II réal- 
iseront que c’est un vaste domaine ou 
l’étude assidue, longue et méme in 
terminable, doit se marier avec un 
expérience de durée et un jugement 
tres exercé. Aprés avoir acquis avec 
brio ce statut l’évaluateur ou le cour- 
tier établi et sérieux devra encore 
dans certains cas consulter ces pro- 
fessionnels ou spécialistes pour cer- 
taines phases de l’évaluation. I] ne 
faut pas oublier qu’en définitive le 
travail de l’évaluation consiste dans 
l’accumulation de renseignements, in- 
spections, contacts, interprétations et 
enfin clore le chapitre de la conclu- 
sion ou corrélation qui le plus impor- 
tant car il estime la valeur et pour 
un but spécifique. Encore ici, on 
pourrait avoir une série de causeries 
sur les buts de ]’évaluation. 


Pour la Protection 

Je crois sincérement, sans audace, 
avancer que si notre comptable est 
réellement a la hauteur de cette situ- 
ation, il est dignement un évaluateur, 
mais ne pratique plus et déja depuis 
assez longtemps la comptabilité. 


Cette ére ot! n’importe qui devient 
subitement un courtier ou évaluateur 
doit se terminer le plus promptement 
et ce pour la protection publique. 


Croyez-vous sérieux des divergen- 
ces d’opinion de $5,000.- a $30,000.- 
pour l’évaluation de la méme pro- 
priété devant un tribual d’arbitrage? 
Vous y rencontrez des experts et des 
experts, les uns sont principalement 
des ingénieurs pratiquants et actifs, 
d'autres des architectes de réputa- 
tion, méme des ingénieurs forestier, 
arpenteurs, constructeurs, gagnant 
réellement leur vie dans leur digne 
profession et de temps 4a autre ils de- 
viennent pour quelques jours durant 
l'année des experts en immeuble. 


L’immeuble a trop évolué ces der- 
niéres pour decades pour que nous re- 
stions dans l’ignorance. Les cours de 
justice américaines et presque dans 
tous les états exigent que le témoin ex- 
pert, avant de témoigner, prouve son 
expérience, ses activités et ses qualifi- 
cations. Car seul l’expert peut émet- 
tre une opinion en cour. Si l’occasion 
en est laissé 4 n’importe quel individu 
pouvez-vous voir les résultats de la 
justice? 

Messieurs, la situation est plus 
grave qu’on pourrait le penser. Il ex- 
iste un besoin urgent et specialisé 
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dans l’immeuble en général. Cette 


‘tache a remplir est la votre. Je la 


crois un vrai défi et je vous exhorte 
done a le relever dignement pour 
vous-méme comme bon concitoyen et 
pour la profession que vous voulez 
faire naitre. 


Peut-étre dans le méme _ ordre 
d'idée, j’attirerais 4 votre attention 
les prix fantaisistes que certains pro- 
priétaires décident subitement de de- 
mander pour leur propriété. Question 
de faire un coup d’argent .. . 


Les prix exageres 

Sans jeter de panique ici 4 Québec, 
les prix sont exagérés sinon ridicules. 
Le rendement net pour une propriété 
a revenus (le terme est clair) est sou- 
vent égal au rendement des bons du 
gouvernement fédéral. Est-ce que la 
propriété Québequoise offre tant de 
garantie? Malheureusement comme 
courtiers et évaluateurs nous |’avons 
constaté souvent. Nous serions portés 
a croirs qu’ici & Québec |’acheteur 
devrait engager le courtier plutot que 
se laisser vendre par lui. Peut-étre 
est-ce que ¢a corrigerait cette anom- 
alie, que 4 mon sens la propriété a 
revenus n’est pas ce qu'elle devrait 
€étre selon des saines et logiques don- 
nées économiques. 


Vous savez sans doute qu'il est 
presqu impossible pour un investisseur 
connaissant d’acheter ou de construire 
une propriété revenus a Québec. Les 
matériaux et la main d’oeuvre sont 
trop élevés en regard des revenus . 


Pourquoi les loyers ne peuvent-ils 
pas suivre la hausse? Il y a mon avis 
une vraie incomprehension de |’im- 
meuble, un espéce de chaos économi- 
que. La valeur du marché et la valeur 
de remplacement ne peuvent justifier 
une valeur économique qu’en employ- 
ant un taux de capitalisation ou ren- 
dement beaucoup trop bas, irréel pour 
la position du capital. 


L'economie locale 

Je ne voudrais pas prétendre boule- 
verser l’économie locale, mais je crois 
qu’il en revient 4 vous de corriger et 
instruire avec le temps la population. 
Il y a trop de capital investi dans 
limmeuble qui ne recoit pas un juste 
rendement. Pourquoi les propriétairés 
sou investisseurs quebecquois n’au- 
raient-ils pas droit a ce rendement? 
Cette perte de loyer d’argent est a 
mon sens au détriment général de la 
population. 

Le financement hypothécaire cor- 
rige trés légérement cette dérision et 
dore seulement la pillule de ]’équité. 
Dans d’autres cas les emprunteurs 


trouvent les hypothéques trop basses 
par rapport a leur cout. Ils hésitent 
a faire la relation entre le cout trop 
élevé et le revenu trop bas. Le pré- 
teur est réaliste il vent son juste ren- 
dement et en laisser aussi 4 l’emprun- 
teur. S’il prétait davantage il prend- 
rait tout et ne laisserait rien au pro- 
priétaire. 

J’oserais dire ici que le préteur est 
simplement connaissant de la situa- 
tion et que l’emprunteur ne |’est pas 
ou ne vent pas /’étre. 


Pour étirer encore mes propos je 
voudrais pour vous encourager vous 
parler trés courtement de la finance 
hypothécaire pour 1957. De départ 
trés lent, 4 mon humble opinion, 
loffre de finance va s’améliorer d’ici 
au mois de juin mais la disponibilité 
du capital ne sera pas comme en 1955 
ou méme en 1956, la demande va de 
beaucoup excéder l’offre. 


La competition 

La construction ne sera pas aussi 
active mais prospére. La compétition 
dans la vente des maisons neuves va 
étre plus grande et les profits mar- 
ginaux. Les transactions immobilié- 
res de propriétés relativement neuves 
dans les bons quartiers devraient 
augmenter légérement. 


Les vieilles propriétés ne se ven- 
dront pas aussi rapidement et les prix 
ne monteront certainement pas, il 
tenderont plut6t a descendre légére- 
ment, et leur finance sera beaucoup 
plus difficile. 


(Continué sur page 19) 
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Vice-President Koyl 
Visits Ontario Boards 


C.A.R.E.B. 
Koyl has been a busy man this past 
month. 


vice-president D. H. 


He has visited and addressed meet- 
ings of the Real Estate Boards in 
Oshawa, Oakville, St. Catharines, 
Peterborough and Richmond Hill. 


At St. Catharines, Mr. Koyl ad- 
dressed an inter-board meeting with 
members attending from Hamilton, 
Welland, Niagara Falls, and St. 
Catharines boards. Chairman of the 
meeting, which was held at Prud- 
hommes, Garden Centre, was B. J. 
Grosse of the St. Catharines-Niagara 
Real Estate Board. 


All meetings were well-attended 
and drew favorable reactions, judging 
from the press reports which were 
published in local newspapers after 
the events. 


“Local real estate boards must pub- 
licize their code of ethics—and en- 


force it—if the profession’s standing 
in the eyest of the general public is 
to be raised,’ was the substance of Mr. 
Koyl’s addresss to the _ individual 
boards. 


He told board members that 
“square dealing” was the foundation 
of the real estate business. “No office 
can ever succeed unless it conducts 
an honest operation’”’. 


A public opinion poll in the United 
States had shown that real estate 
dealers were ranked below bankers, 
lawyers, insurance agents and con- 
tractors, and one category above 
auto dealers. 


“Public opinion can only be im- 
proved by the quality of our service 
to the public, and by our individual 
merits”, Mr. Koy] said. 


Ninety-five per cent of the people, 
both customers and business people 
were honest. The country’s entire 


Association of 
Real Estate Boards 


credit structure depended on _ that 
intrinsic honesty. All realtors in the 
past had suffered from the practices 
of the dishonest few. 


“Real estate dealing is more than 
the commissioned selling,” Mr. Koyl 
went on, “it implies a patriotic duty, 
and a duty to our own individual 
honor.” 


Being continually under pressure, 
realtors had no time to study the 
thinking of the philosophers of the 
ages. They had to be guided by their 
consciences. 


Code of Ethics 


Real estate boards should devote 
some time at every meeting to the 
study of their code of ethics. It would 
leave no mistunderstandings in the 
minds of new people, and would re- 
fresh the memories of others. 


Mr. Koyl reminded his audiences 
of a statement by a church dignitary 
to the effect that in the lower levels 
of the real estate business ‘‘a vicious 
immorality” was “rampant”. 


While licensing laws had helped 
raise standards, perfection at the 
political level could not be expected. 





Head table guests at the Inter-Board meeting: left to right: C. C. Paterson, Sec.-treas. St. Catharines-Niagara Real Estate; F. Laundry, Ist V/P 

St. C-N R.E.B.; G. Phinney, Hamilton; P. Seagrove, president O.A.R.E.B.; A. Hawreliak, past president of St. C-N R.E.B.; Don Koyl, V/P C.A.- 

R.E.B.; B. J. Grosse, president of St. C-N. R.E.B.; A. Takefman, President, Hamilton R.E.B.; A. Audette, president Welland, R.E.B.; H. Hart, presi- 
dent Niagara Falls R.E.B.; L. Smythe, Hamilton; R. Shumilo, 2nd V/P St. C-N R.E.B. 
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“We pay a price for being in a busi- 
ness where such a large percentage 
of operators do not belong to a pro- 
fessional body. Discipline should be 
unnecessary, but real estate boards 
have rules, and they must be en- 
forced”. 


There was a great need for educa- 
tion in the real estate field. A three- 
year degree course was now being 
conducted at the University of Toron- 
to, but it was extremely difficult for 
those without practical experience. 


Mr. Koyl suggested that local 
boards use key “old-timers” in their 
organizations to pass on to younger 
members the lessons they had 
learned. 


“Horatio Alger no longer exists,” 
he said. “To produce a_ successful, 
well-rounded man we have to add the 
theory to the experience. Education 
can never cease to go ahead.” 





Don Koyl 


Outlining the growth and import- 


ance of real estate in Canada’s 
future, he said: 
“Compeltely disregarding your 


reasons for entering the business 
originally, the successful ones among 
us are those that serve by putting 
forward a constructive effort. 


“And that effort in the world’s 
most prevalent commodity — land”. 

Mr. Koyl went on: ‘The experience 
of those here today represents col- 
lectively centuries spent in studying, 
selling, appraising and managing real 
estate property. 


“Broadly speaking, however, there 
are five fields open to a board. They 
are ethics, discipline, education, com- 
munity service and a collective phrase 
which for the moment I will call 
other ideas, but which includes mem- 
bership.” 


He continued: ‘No office was ever 
successful without an honest opera- 
tion, and an operation that held out 
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some advantage to the seller, the pur- 
chaser, and the office concerned. 


“We have suffered in the past as a 
business from the practices of the 
doubtful operator — they lost in the 
long run — but so do we. 


“Do you realize that here in Cana- 
da today practically every business 
in existence is based on the fact that 
95 per cent of the people — custom- 
ers and businessmen — are honest”, 
said Mr. Koyl. 


“We in the real estate business 
have an outstanding code of ethics. 
Upon us realtors depends the correct 
use of land, satisfactory ownership of 
land, the continued growth of Cana- 
da, and even survival of our type of 
civilisation. 

“This is the world’s most fascina- 
ting business . . . this is the world’s 
most demanding business. But re- 
wards await. You can’t lose. Success 
is available if you get on with it.” 


* * * 


Tri-Board Realtors Hear 


National Vice-President 


Nearly 100 Real Estate Brokers, 
Salesmen and Salesladies attended 
this district’s first “tri-board” dinner 
meeting held at the Credit Valley 
Golf Club at Erindale, May 8. The 
event was sponsored jointly by the 
Oakville-Trafalgar Real Estate 
Board, the South Peel (Port Credit) 
Real Estate Board and the North 
Peel (Brampton) Real Estate Board 
in honor of Don Koyl of Saskatoon, 
vice-president of the Canadian Asso- 
ciation of Real Estate Boards on his 
official tour of Central Ontario. 


Ron Sanderson, president of the 
South Peel Board, chaired the meet- 
ing. Among the many distinguished 
head table guests were J. P. Curran, 
president of the Oakville-Trafalgar 
Board, Ernie Mitchell, president of 
the North Peel Board, and George 
Brown, representing the Toronto Real 
Estate Board. 


Outlined Progress 

After outlining the progress made 
by the Canadian Association of Real 
Estate Boards since the first of the 
year (three additional boards have 
affiliated bringing total membership 
to 55 boards in principal cities coast- 
to-coast) Mr. Koyl outlined the im- 
portance of rigidly adhering to the 
realtors’ code of ethics. 


“Upon us depends the correct use 
of land to permit the continued 
growth of Canada and even the sur- 
vival of our type of civilization. In 


Russia and other totalitarian count- 
ries there is no right to own land. 
It’s only in the democracies that that 
right is inherent,” he said. 


Mr. Koyl was introduced by George 
Brown, and thanked by R. H. Plew- 
man, vice-president of the Oakville- 
Trafalgar Board. Mr. Plewman stated 
that application of the speaker’s ad- 
vice would speed arrival of the day 
when the real estate business would 
have truly professional recognition. 


Earlier in the evening, Mr. Plew- 
man presented a bouquet of roses to 
Mrs. Madeline Brown, secretary of 
the Oakville-Trafalgar Board since 
its inception, who has obtained four 
months leave-of-absence. Also, on be- 
half of the same organization, presi- 
dent J. P. Curran presented immedi- 
ate past president Hack Burkart with 
a handsome desk set as a memento of 
his year in office. 


* * * 


Oshawa Board 
Finds P-R Advert 
Pays Off 


Increased membership was the 
immediate result of a _ full-page 
newspaper advertisement that the 
Oshawa-Whitby and District Real 
Estate Board published in the local 
Oshawa Times-Gazette. 


F. Jay Goyne, president of the 
board writes that the board had had 
four applications for broker mem- 
bership as a direct result of the ad- 
vertisement, and that the total mem- 


bership now stands at 26 brokers and 
58 salesmen. 


Part of the public relations cam- 
paign of the board, the full-page 
newspaper advertisement advised the 
public that the quickest route to 
selling real estate was “photo co-op”. 

It pointed out that already during 
1957 board members had listed and 
sold 121 properties worth $357,250. 


The advertisement emphasized 
that co-operative listing was the 
most effective way of selling a 
property, and detailed the procedure 
in such a case. Differences between 
exclusive and co-operative listing was 
explained and commission rates com- 
pared. 


Benefits of consulting a realtor in 
terms of saving time and trouble and 
money were itemized. “It pays to 
consult a Realtor’, the advertisement 
concluded, “He is highly trained, 
widely experienced, reliable, re- 
sourceful and proud of his reputation 
for efficient service”. 








At Sarnia Jamboree 


Realtors Tour Industry 
Hear of Indian History 


A hundred realtors and their wives 
saw the industrial and housing ex- 
pansion of Sarnia, Tuesday, as guests 
of Sarnia and Lambton Real Estate 
Board. 


The “Jamboree” held at the Guild- 
wood Inn under the auspices of the 
Sarnia and Lambton board had been 
featured by a general invitation ex- 
tended to members of the Ontario 
Real Estate Board, many of whom 
availed themselves of the opportunity 
of seeing how Sarnia is progressing. 


The morning was taken up by a 
two-bus tour of Chemical Valley and 
several housing subdivisions. The 
committee in charge of this tour was 
made up of J. Fisher, W. Guilfoyle, C. 
Cunningham and W. Sloan. 


Indians In Costume 

At a noon luncheon, D. B. White of 
Sarnia explained the negotiations his 
firm had made with the Sarnia 
Indian Reserve band over the sale of 
Reserve property to New England 
Industries Inc. 


He was followed by Aylmer Plain, 
member of the Indian band, who ap- 
peared in tribal headdress and de- 
livered a historical review of the 
band extending over 200 years. 

Also representing the band, as a 
guest of the realtors was Mrs. Bessie 
Gray. 

Barney Clarkson, president of the 
local board was chairman. 


Panel Discussion 

In the afternoon, the women were 
guests of Mrs. A. Matthews and Mrs. 
F. Clarke at bridge, while the 


realtors engaged in a panel discussion 





on salesmanship and listing conduct- 
ed by Hud Stewart, Cliff Rogers and 
Hugh Shorthill of Toronto and Jack 
Steadman of Hamilton. 


Angus Buchanan was chairman of 
the evening banquet program. At the 
head table was a large cake made in 
the design of a ranch-type house. It 
was cut by Mrs. Matthews, who 
made it. 


Mrs. Clair Richardson, delivered an 
interesting and humorous address on 
the attitudes Canadians should em- 
ploy in welcoming newcomers to this 


Novel cake designed 
by Wynn Mathews 
was feature of after- 
noon entertainment 
for out of town Real- 
tors' wives at Sarnia 
jamboree. 


country. She spoke of her experiences 
as a newcomer to Sarnia when she 
arrived here as a young war bride. 


She was introduced by Barney 
Clarkson and thanked by A. J. 
Hatton. 


Committeemen who contributed to 
the success of the Jamboree included 
Larry Walker, Charles Cox, Frank 


D. B. White, Barney 
Clarkson and Wilf 
Webb are seen here 
chatting with a mem- 
ber of the Sarnia 
Indian Reserve Band. 
(Mr. White is a 
member of the realty 
firm of D. B. White 
and Sons, which re- 
cently sold the re- 
serve for a record 
sum.) 


Clarke, Martin VanStavern, Jim 
Jackson and Art Bradley. Assisting 
were Alex Hoffman of Windsor and 
Abe Weibe and Wilf Webb of 
London. 


Ladies Entertain 


Ladies of the Sarnia-Lambton 
Real Estate Board entertained out- 
of-town Realtors wives the after- 
noon of the Spring Jamboree at the 
Sarnia Riding Club. A novelty at the 
tea was a cake made in the shape of 
a ranch-type house and iced in at- 
tractive colors. It was designed by 
Wynn Mathews and aroused a great 
deal of interest. Mrs. Frank Clarke 
and Mrs. Barney Clarkson poured 
tea. Picture shows Mrs. Clarkson 
serving Mr. Lilian Brooks with re- 
freshments. After the cake was dis- 
played, it was served at the evening 
banquet. This was one time Realtors 
had to ‘‘Eat what they sold.” 





Kitchener-Waterloo R.E.B. 


A hundred and five realtors were 
present at the general meeting of the 


Kitchener - Waterloo 
Board, including 
Larry Brundage. 

President Wiebe extended a wel- 
come to the visitors from Galt, who 
were present at the invitation of en- 
tertainment committee chairman 
Wes Callander. 

A talk on “Selling Real Estate in 
Today’s Market” was the feature of 
the evening. It was delivered by Ed. 
Srachan, educational director of the 
question and answer period on other 
Strachan was introduced by Wes Cal- 
lender and thanked by Wilfred 
Bitzer. 

Following Mr. Strachan’s address, 
a film on ‘“‘Trade-Ins” was shown and 
the meeting concluded with a 
question and naswer period on other 
phases of real estate transactions. 


Real 
their 


Estate 
president, 


Galt-Preston-Hespeler Board 
Honors ‘Real Estate Week’ 


The Galt, Preston and Hespeler 
Real Estate Board held their mon- 
thly supper meeting May 14, and had 
a distinguished guest speaker in hon- 
or of Real Estate Week. 

President Larry Brundage intro- 
duced the guests, Bill Follows, sec- 
retary of the Ontario Real Estate 
Boards, and Andy Hawreliak, Re- 
gional Director, who covers the local 
board. Both spoke briefly, and 
brought greetings from their parti- 
cular areas. 

Guest speaker Hugh Shortill was 
introduced by Mr. Brundage. 

“I am pleased to come back to 
Galt,” the speaker said in opening 
“because I was born here, in the old 
Galt General Hospital.” 


“Fabulous Business" 

“We are in a fabulous business,” 
he told the Board members. “Sir 
Wilfred Laurier said that the 20th 





century would be Canada’s, and he 


was right.”’ Mr. Shortill doesn’t be- 
lieve that the future is 10, five or 
even one year hence, it is right now. 
“Every foreign investor in the world 
wants to get money into Canada.” 
He also believes that real estate 
is the greatest business because these 
people sell the land that houses and 
industries are built on. The realtors 
in Canada are a high class of people. 
At present there are some 6,730 real- 
tors in 53 boards across the country. 
They have their own trade journal. 
The speaker predicted that there will 
be 10,000 realtors by 1960. There are 
some 60,000 in the U.S., but they 
have been organized for nearly 50 
years, while the Canadian Real Es- 
tate Board is only 14 years old. 
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A Basic Essential 

“Everybody wants to talk about 
real estate. We are in a basic busi- 
ness, selling shelter.’’ There is more 
home ownership by the tenants in 
Canada than there is in the U.S.. In 
Canada it is over 60 per cent. 


The average cost of houses in- 
creased 11 per cent in 1956. Prices 
are still going up, but the dollar is 
shrinking in value at the rate of four 
cents per year. 

According to the speaker there is 
only one safeguard against inflation, 
and that is to buy real estate. It is 
security for old age. Real estate 
values will go up with the growth 
of the population. The home owner 
is the solid citizen of the community 
he is not a drifter. A house renter 
will pay for the house he lives in two 
and a half times in the course of a 
lifetime, whereas he would be able to 
buy the house if he so wished. 


Shown here are head 
table and guests at 
the Galt-Preston- 
Hespeler R.E.B. 
meeting. Left to 
right at head table 
are Mrs. G. W. Pull- 
ing, sec.; Mr. Shor- 
till, Larry Brundage, 
president; Andy 
Hawreliak; Bill Fol- 
lows, secretary C.A.- 


R.E.B. 
s 


Mr. Shortill told the group that 
the greatest expense in the business 
is advertising. But he stated that a 
little classified ad is an important 
thing in selling a house, if it is word- 
ed right. The ‘For Sale” signs on a 
house are also a large part of their 
advertising. He also felt that the 
listing was for more important than 
the prospect. And a real estate sales- 
man has to have something to sell 
before he can do anything. Of course, 
he has to sell to survive. 


Mrs. E. Norton expressed the 
group’s thanks to the speaker and 
presented him with a gift for him- 
self and his wife. President Larry 
Brundage also added the thanks of 
the group. 





PROPOS ACTUEL 
D'IMMEUBLE 


(Continué de page 15) 


Sans m’élaborer longuement sur le 
sujet, car ce serait une autre causerie, 
je crois que les restrictions de crédit 
imposées par le gouvernement féd- 
éral étaient aprés déja quelques ten- 
tatives depuis deux ou trois ans, 
mieux préméditées et j’espére obtien- 
dront des résultats plus permanents. 
Mon impression est que la majorité 
des gens pensent qu’il y a exagéra- 
tion de la part des autorités gou- 
vernementales ou que ces exigences 
resemblent 4 un chatiment ou répri- 
mande. Pourquoi font-ils ca lorsque 
tous gagnent beaucoup d’argent et 
qu’il y a une prospérité extraordin- 
aire? Les gens ne semblent pas vou- 
loir penser ou évitent de penser au 
spectre de linflation qui est défini- 
tivement installé parmi nous. 


La Protection Commune 

Pour la protection commune, ce 
geste radical s’imposait. I] est au- 
stére et il faut qu’il soit austére pour 
réellement équilibrer les forces écon- 
omiques nationales et méme améri- 
caines. Les activités étaient trop 
effervescentes et sans coordination, la 
situation devenait critique, comme 
elle l’est encore, et pouvait dégénérer 
en crise. Le reméde s’imposait, le 
malade était soigné a temps. II est 
maintenant en convalescence et devra 
restreindre les excés assez longtemps 
pour éviter toute rechute. 

Aujourd’hui encore dans une cer- 
taine apprehension on attend le sig- 
nal du départ, aura-t’on encore cette 
course affrenée ou _ sera-t-elle plus 
modérée? 

Notre pays jeune, vigoureux, regor- 
geant de richesses naturelle 4 peut- 
étre trop d’attrait 4 une rapide spé- 
culation incontrolable. In faut grandir 
mais selon nos possibilités physiques 
et surtout avec sagesse et modér- 
ation. 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 
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Real Estate 
Association 


Progress and Growth 
in Saskatchewan 


Saskatchewan R.E.B. President Link, in a report 


prepared for delivery at the A.R.E.B. convention 


in Waskesiu, here reviews the years’ progress 


The Saskatchewan Real Estate As- 
sociation, in the past year, has re- 
corded a significant development in 
growth. More important it has been 
successful in etablishing confidence 
and good relations with its buying 
public. 

It is just a year since the associa- 
tion held it fifth provincial conven- 
tion in Saskatoon. At that time it 
did not have a single paid up mem- 
ber. Today SREA claims 200 active, 
paid-up members—real estate firms 
which not only support local boards 
where such have been established, 
but which are members of our pro- 
vincial organization, and of the Cana- 
dian Association of Real Estate 
Boards. 


Unenviable Reputation 

This development is all the more 
significant, when it is realized, that 
in the past, realtors have had the 
reputation of being hard-bitten in- 
dividualists who shunned the idea of 
co-operation and who shut the door 
with a bang on any suggestion that 
they should associate themselves in 
any type of organization. 

That was the condition your as- 
sociation’s officers had to combat and 
overcome when they started work 
following the 1956 convention. It 
gives me a great deal of satisfaction 
today to report that in the past 12 
months we have been successful in 
forming three new local boards at 
Prince Albert, North Battleford and 
Swift Current. Saskatoon Realtors 
have enjoyed a strong local board for 
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several years. Regina, which is Sas- 
katchewan’s Queen city, had seen the 
need of organization earlier, took 
two important forward steps. It 
elected a new executive of compara- 
tively young realtors. And it de- 
cided to accept real estate salesmen 
as full members of its board. This 
move was of greater importance than 
might appear at first glance. For, in 
the final analysis, the success or fail- 
ure of any real estate agency de- 
pends upon its salesmen. 


Distances a Problem 

In a province like Saskatchewan, 
distance between cities was one of 
the major difficulties encountered in 
organization work. Your executive 
members overcome that difficulty by 
giving generously of time and extra 
effort. : 

At the same time they laid the 
groundwork for future expansion. 
The possibility of establishing a co- 
operative selling service in a prov- 
ince-wide basis was closely studied. 
But executive members came to the 
conclusion that it was more impor- 
tant first to set up strong local 
boards and then to make sure that 
the largest cities were operating on 
a solid basis of co-operative or mul- 
tiple selling, before tackling the prob- 
lem of spreading out in the provin- 
cial field. 


Co-operative Selling 

At the present time, although our 
asociation cannot take too much cred- 
it, two cities in the province—Sas- 
katoon and Regina—have solidly es- 


EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 


Ist Vice-President—W. D. Taylor, North 
Battleford. 


2nd Vice-President—Mrs. Fern Pavelick, 
Prince Albert. 


Directors. C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; G. Medhurst 
Wilkie; R. P. Klombies, Saskatoon; Ed Hud- 


son, Moose Jaw. 
Secy.-Treas.—L. Wickett, Saskatoon. 


Publicity Chairman—Mrs. Bernice Norman, 
Saskatoon. 


tablished the principle of a co-oper- 
ative selling service. 

Looking back over the year, I feel 
that Saskatchewan real estate firms 
can take a great deal of pride in 
their joint achievement while recog- 
nizing that there is no ground for 
complacency and that there is plenty 
of room for future improvement. 

Returning to the achievements of 
the Association in the last year, I 
wan tto mention briefly the question 
of legislation affecting the sale and 
purchase of real property. 

A year ago the association’s exe- 
cutive was intructed to prepare a 
brief to the Provincial Government 
based on five resolutions passed at 
its 1956 convention. 


Presented at Regina 

The brief was presented in due 
course at Regina and, as a result the 
Saskatchewan Legislature saw fit to 
meet two of the association’s re- 
quests with regard to the establish- 
ment o fseparate trust accounts for 
real estate firms ,and restrictions on 
real estate advertising. The govern- 
ment also saw fit to amend the Real 
Estate Agents Licensing Act in other 
respects which I believe will be of 
lasting benefit to our organization. 

In addition to reporting these very 
concrete achievements of one short 
year, I want to say as your president, 
that I consider the most important 
function of your association in the 
past 12 months has been the im- 
provement on public relations that 
has developed between property buy- 
ers and real estate agents. 

I need not remind the members of 
this association that buildings and 
land are the only permanent yard- 
sticks of value in a changing econ- 
omy where paper profits may melt 
like a May snowstorm. But I would 
stress that real estate firms which 
are closely interested in real values 
and the cash price on property trans- 
fers will never achieve true profes- 


(Continued on page 21) 





Saskatchewan—cont'd. 

sional status and recognition until 
they have proven that they deserve 
the trust and confidence of their 
clients and the public generally. 


My conviction that the first step 
toward achieving this provincial sta- 
tus was strengthened when I attend- 
ed the Dominion Real Estate Con- 
vention in Halifax last October. 


It was not until I met fellow real- 
tors from all parts of this great 
country of our that I realized how 
fortunate we are in having men and 
women, with vision and courage to 
accept the challenge of laying the 
foundation which would raise the 
real estate business to a professional 
level. 


As the official representative of 
the Saskatchewan Real Estate Asso- 
ciation I was proud to be one of some 
6,000 members who were striving to 
put the real estate business on a 
professional basis that would show 
up favorably in light of the closest 
and most informed public scrutiny. 
When I returned to Saskatchewan I 
prepared a report on my observations 
which was mailed out to members 
of the provincial association. In ad- 
dition I had the privilege of speak- 
ing to several local board meetings 
and passing on to them my impres- 
sions of this national conference. 


A Job To Do 


As a result of all that has trans- 
pired, I am confident of the future 
success of the Saskatchewan Real 
Estate Association. I should like to 
stress, once more, my belief that the 
answer to our problems does not lie 
alone in a large membership. Far 
more important, in my opinion, is 
the work that our membership is 
prepared to do. 


In other words, our association 
must set itself definite goals and 
seek the means by which to reach 
them. In that connection I would 
suggest that this convention adopt 
plans for instituting some form of 
educational program—a sort of public 
school for those connected with the 
real estate business. After passing 
the initial examinations in this 
course, realtors should be better 
qualified to take the C.I.R. course 
prepared by the University of To- 
ronto. 


It seems only logical that young 
brokrs and salesmen should have 
some training on a primary level be- 
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fore taking an advanced course of 
instruction. 


And, in line with this reeommend- 
ation, it would appear that the five 
Saskatchewan local real estate boards 
would benefit if they arranged to or- 
ganize exchange membership meet- 
ings. In this way each local could 
observe and benefit by the experi- 
ence of the procedures carried out 
by the others. And, perhaps, each 
local real estate board, might find 
it beneficial to arrange for periodi- 
cal meetings to which rural brokers 
and salesmen were invited. 


Fine Publicity Job 

In the field of publicity your chair- 
man, Bernice Norman, has done a 
tremendous job. Never before, in 
the history of the provincial real es- 
tate association, has our work re- 
ceived such favorable consideration 
and space from press and radio. In 
addition, last year was the first time 
that Saskatchewan had a regular 
page in our own publication, the 
Canadian Realtor. 


Your publicity department was 
also responsible for the handbook 
prepared for this convention. 


In conclusion, I would urge every 
real estate broker and salesman in 
the province to support this asso- 
ciation. I would warn every one of 
you, however, that you will benefit 
only in proportion to what you con- 
tribute. 

For the first time since the Cana- 
dian Association of Real Estate 
Boards was established, plans call for 
the holding of the 1959 convention 
in Saskatoon. By this time we hope 
that a Saskatchewan realtor will hold 
the national presidency, and that this 
association will have 100 per cent 
membership. 

Meantime let us not lose sight of 
the fact that we must police our own 
licensing act. 


We cannot expect the type of legis- 
lation we desire unless we give the 
provincial government full co-opera- 
tion and guidance. 

Before I conclude this address, I 
should like to thank all who have 
helped me strengthen the association 
during my term of office. These in- 
clude the provincial superintendent 
of insturance, national vice-president, 
regioanl vice-president for Saskatche- 
wan and members of the executive 
committee who have given so gener- 
ously of their time and enrgy. 





Alberta R.E.A. 


More than 140 Calgary Real Es- 
tate Agents and Salesmen turned up 
at the May luncheon meeting of the 
Calgary Real Estate Board recently 
to hear Mr. W. B. Gill, B.A., LL. B., 
barrister and _ solicitor, speak on 
“The Pitfalls of the Offer to Pur- 
chase”’. 

At the May Meeting, Mr. C. E. 
Sanders, President of the Calgary 
Real Estate Board announced that 
the Annual Golf Tournament would 
be held at the Earl Grey Golf Club 
Course Friday, Augest 23rd. 


* * * 


The Calgary Educational Commit- 
tee announced the successful comple- 
tion of the 3rd Primary Course for 
Real Estate Salesmen. Following the 
10-day course the examination was 
written by 48 salesmen and 44 
achieved a passing grade. 


1961 Convention 

At the recently held mid-term Con- 
ference of C.A.R.E.B. the 1961 Con- 
vention was awarded to the Calgary 
Real Estate Board. 

Arrangements are already under 
way in Calgary to reserve the beauti- 
ful Banff Springs Hotel in Banff, 
Alberta for the 1961 session. 


* * * 


Vancouver Realtors 
Spring Seminar 


Education and Library committee 
chairman Charlie Brown, of the Van- 
couver Real Estate Board, advised 
the directors of the Board May 16 
that the Board’s annual Spring Semi- 
nar at the University of British 
Columbia would be held June 20, 21 
and 22 this year. 

Tentative program for the Semi- 
nars includes, on Thursday, morning, 
an “Outline of Proposed University 
Basic Education Course’, to be pre- 
sented by Charlie Brown and Pro- 
fessor Gourlay of U.B.C. and in the 
afternoon, “Classified Advertising”, 
presented by Mr. W. E. Ellis of Mc- 
Connell, Eastman & Co. Ltd., Van- 
couver. 

On Friday morning there are two 
topics, ‘“‘N.H.A. Financing” with Mr. 
McNaughton of N. W. Hullah Corp., 
Vancouver and “Industrial and Com- 
mercial Leaseholds” with Mr. G. J. 
Hardman of Grosvenor Estates. 

In the afternoon Mr. H. A. Roberts 
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will present “Sales and _ Office 
Management” and Mr. Irwin Davis, 
Secretary, Real Estate Agents’ 
Licensing Board, ‘Interim Agree- 
ments Statements of Adjustments 
and Documents”. 

The Saturday morning will be de- 
voted to a question panel. 

Registration fee for the course is 
$5 and includes two luncheons and a 
transcript of the course. 


Board Establishes Uniform 
Salesmen's Commission 


At a special meeting of the Van- 
couver Real Estate Board in the 
Georgia Auditorium on May 2, the 
Board’s by-laws were amended to 
establish uniformity amongst the 
commissions paid to salesmen by 
broker members of the Board. 

The by-law amendment motion 
passed provides that “No member 
shall pay his salesmen a basic scale 
of more than 50 per cent of gross 
commission earned by that salesman, 
and any bonus which may be paid 
over and above that amount shall not 
exceed 10 per cent of the gross an- 
nual commissions earned and _ re- 
ceived. This amendment to become 
effective not sooner than June Ist, 
1957”. 

The commissions established by 
the the by-law amendment have long 


been prevalent in real estate in 
Vancouver. 
Two other by-law amendments 


were also passed at the meeting. The 
first dealt with speeding up applica- 
tions for membership in the Board 
by licensed salesmen employed by 
broker-members of the Vancouver 
Real Estate Board. 

In the other by-law amendment, 
membership fees in the Vancouver 
Real Estate Board were increased. 


Map Of City Area 
Published By Realtors 


Fifty thousand maps, printed in 
two colors and showing all of the 
streets in the Greater Vancouver area 
with local districts defined and 
named, have been printed by the 
Vancouver Real Estate Board for dis- 
tribution by Realtors to their 
customers. 

In addition to the conventional ma- 
terial, the map has schools designated 
as to grade, churches as to denomi- 
nation, parks and shopping centres 
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clearly indicated as an added con- 
venience. 

On the reverse side of the map, 
which includes a ‘“‘topographic’”’ map 
of the North and West Vancouver 
areas, are information on_ golf 
course, ferries, amortization rates 
and a table of rent paid over a period 
of years at given rates. Remainder of 
the space on the outside folding pages 
is devoted to an advertisement for 
Multiple Listing Service, a space for 
memoranda and an outline of the 
meaning of the term “Realtor”. 

Detailed work on clearly defining 
the city areas by names, which had 
never been done before in Vancouver, 
was handled by a special committee 
of the Board. Production was done by 
the Publicity and Public Relations 
Committee. Evergreen Press Limited 
of Vancouver, were printers of the 
maps. 

They will be made available at cost 
to Realtor members of the Board in 
lots of 50. 


Vancouver Board Launches 
Spring Advertising 
Campaign 


One of Canada’s most unusual in- 
stitutional and _ sales advertising 
campaigns was launched during the 
last week of April by the Vancouver 
Real Estate Board. It will run for a 
total of six weeks. 

First advertisement in the series, 
which was prepared by McConnell, 
Eastman & Co., Ltd., Vancouver ad- 
vertising agents and public relations 
consultants, in conjunction with the 
Board, was institutional copy direct- 
ed to the home owner and potential 
home owner and dealt with the value 
of dealing through a member of the 
Board in all real estate transactions. 


Readership Over a Million 

The second advertisement was also 
institutional, dealing with the work- 
ings and advantages of Multiple List- 
ing Service. Both were full pages and 
ran in the two evening daily news- 
papers. Readership circulation of the 
Papers totals 1,290,000. 

The following four advertisements, 
first of which will appear May 21st, 
will be quarter page and be straight 
“selling” advertisements for Multiple 
Listing Service. They will appear in 
the morning newspaper as well, the 
reader circulation of which is about 
100,239. 





Vancouver Multiple Listing 
Launches New Contest 


Vancouver Real Estate Board an- 
nounced last week that the Multiple 
Listing Service would conduct an- 
other contest during June and July. 
Purpose of this contest, states M.L.S. 
committee chairman Art Jacobson, is 
to encourage more saleable listings 
as well as providing an additional 
spur to Vancouver’s soaring sales 
totals in multiple-listed properties. 

Points will be awarded for all 
phases of M.L.S. operation, listing, 
sales accuracy of “asking” price with 
bonus points awarded on sales com- 
pleted within two weeks of the time 
property is first listed. 

Special awards will be made for in- 
dividual aspects, i.e. for sales closest 
to listed price. 

While the complete prize list has 
not been compiled, first prize will be 
an aluminum car top boat complete 
with outboard motor. Many other 
similarly worthwhile prizes are being 
arranged. 

The contest is expected to assist 
Vancouver considerably in its total 
sales duel with the Hamilton Co- 
operative Listing Bureau. To date 
Vancouver has fared well, with 
record sales for each month of the 
year to date. An all time high of 
$3,773,000 worth of sales were com- 
pleted through M.L.S. during April. 
As of May 15th, indications were 
that another new record would be 
set, with May sales heading for the 
$4 million mark. 


Record April Sales 

Vancouver Real Estate Board's 
Multiple Listing Service established 
a new one-month high for sales 
during April. An all time high, 
$3,773,989 worth of real estate listed 
with the Service was sold, represent- 
ing 346 individual sales. 

Another increase was registered 
with the Service in recent months as 
approximately 32 per cent of the 
property listed with the Service each 
month is now being sold. This com- 
pares with about 25 per cent sales 
within a month on “one-office” deals. 
The improved ratio is due to M.L.S.’s 
being able to present full facts on any 
property to all the prosepcts of the 
1957 salesmen members of _ the 
Board's service. 

Total sales through M.L.S. during 
the first four months of 1957 reached 
$12,359,529, also a record for the first 
four months of the year. 
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GENERAL 
REAL ESTATE 


CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


BRANDON, MAN. 

Hughes & Co. Ltd., 

125 - 10th Street. 

CALGARY, ALTA. 
Burn-Weber Agencies, 

218 Seventh Ave. W. 
EDMONTON, ALTA. 
Spencer & Grierson Ltd., 

301 Northern Hardware Bldg. 
NIAGARA FALLS, ONT. 
David D. McMillan, 

1916 Main Street. 

OTTAWA, ONT. 

Brownlee & McKeown, 

63 Sparks St.—Central 2-4203. 
OTTAWA, ONT. 

A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 
WINDSOR, ONT. 

Alex. E. Hoffman, 

930 London St. West. 
CALGARY, ALTA. 


L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg. —Phone 62251 


CALGARY, ALTA. 


Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 


MONTREAL, QUE. 


Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


TORONTO, ONT. 
Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 
MONTREAL, QUE. 


Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


FOR FARMS 
AND RANCHES 


KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 
613 Lancaster Bldg. Phone 63475. 


EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 
CALGARY, ALTA. 


Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


MONTREAL, QUE. 
Realty Sales Company, 
5757 Decelles Ave., REgent 3-1991 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


FOR SUMMER 
PROPERTIES 


MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 





HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


and 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 


Rates for Advertising 
In the Real Estate 
Directory: 


Per 
Issue 


2 lines — 12 issues ....... $3.00 
2 lines — 6 issues ... $3.50 
2 lines — less than 6 issues ... $4.00 


Additfonal lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 


Accountants & Auditors 
2461 Bloor St. West, 


TORONTO 
RO. 9-4113 





Rates for Professional Listings 


For six insertions oo... $50.00 
For twelve insertions ..... ... $80.00 
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Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association . 
of Real Estate Boards from coast to coast. 


© Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page eerie . $140.00 $125.00 $110.00 
PT ID ananassae secesersn ssn 118.00 104.00 99.00 
Half-page Laseaeieeeeee 84.00 74.00 64.00 
One-third page i 64.00 57.00 54.00 
One-quarter page eslideensievesitiotoes 59.00 52.00 47.00 
One-sixth page bs AA iow tenet tiie 40.00 35.00 30.00 
One-eighth page - Senses 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 





